Indian organised retail industry is poised for growth. Rapid 
DSS (Decision Support Systems) in Indian Organised Retail Sector
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Introduction
Retailing as simply defined is the end process of supply chain management where there is a direct interaction with the end-user or the customer. Hence forth availability, assortment, display, proper handling of product plays a vital role in a competitive world.
Organised retail stores are characterized by large professionally managed format stores.
They provide goods and services that appeal to customers, in an excellent ambience that is conducive for shopping, created based on consumer preference analysis, and offer good value as some of the benefits of large-scale purchases are passed on to consumers.
In India, retail has its deep root since long back -and that is why India is being known as "Nation of Shopkeepers" with about 12 million retailers by 2003 2 .Organised retailing contributes 2% to the total Indian retail sector and expected to increase to 5%, by 2010.
Retail sector forms 10-11% of GDP 3 . It is attractive in terms of investment, employment opportunity, and usage of technology. Indian organised retail industry was worth Rs.
13,000 crore in the year 2000 and was expected to grow by 30 per cent in the next five years touching Rs. 45,000 crore in 2005. 4 Food and personal care amounted to Rs. 1000 crore in 2000.
Retailing is in a rapid state of change due to speedy technological developments, changing competitive positions, varying consumer behaviour as well as their expectations and liberalized regulatory environment. In such a scenario, information is crucial to plan and control profitable retail businesses and it can be an important source of competitive advantage so long as it is affordable and readily available. DSS (Decision Support Systems) which provide timely and accurate information can be viewed as an integrated entity providing management with the tools and information to assist their decision making.
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Page No. 3 In west, retail businesses have been the early adopters of Information Technology (IT). As there is a need to capture accurate information and make it available not only within the store but send it to warehouse, distributors and manufacturers in real time to 1 4 http://www.indiainbusiness.nic.in/india-profile/ser-retail.html manage the short shelf life of some goods in grocery sector and costs of inventory, varied DSS tools have been adopted by organised retailers. VMIs-vendor managed inventory systems, Scanner at the counters-point of sales systems, RFID-radio frequency identification, OLAP (online analytical processing), supply chain management systems, forecasting systems, CRM-customer relationship management systems, ERP-enterprise resource performance system etc. are the tools used by organized retailers in developed nations.
Most retailers collect and have access to huge amount of data, collected from day to day operations e.g. customer loyalty data, retail store sales and merchandise data, demographic projection data etc. Currently retailers are data rich but information poor.
There is a great potential to develop systems that enable analysts and decision makers to manage, explore, analyze, synthesize and present data in a meaningful manner for decisions.
Retail managers are in a constant need for right kind of information for making effective decisions. Modern advancements in ITES (Information Technology Enabled Services) and communication has permitted deployment of DSS (Decision Support Systems). DSS can be defined as computer based systems that help decision makers to confront ill structured problems through direct interaction with data and analysis models. 5 DSS is computer enabled methodology for using the database. DSS are basically characterized by three capabilities; dialogues, data and modeling-the emphasis of each varies from organization to organization. DSS includes a wide variety of systems, tools and technology that support decision making.
EIS(electronic information system),ESS( Electronic support system),GIS(geographic information system),OLAP(online analytical processing),software agents, knowledge discovery system and group DSS -all can be considered as DSS .Broadly two major categories 6 of DSS namely enterprise wide DSS and desktop DSS exist . Enterprise wide DSS are linked to large data warehouses and serve several decision makers in a company whereas desktop single user DSS are small systems residing on individual manager's personal computer. Thus it is an interactive computerized system that gathers and presents data from a wide range of sources, typically for business purposes. The organization needs to pool in both internal and external data, software, customer data, 
NO COMPETITIVE ADVANTAGE
Each sector with unique characteristics poses very different challenges to an organization; hence in-depth understanding of one sector would provide deeper insight into the requirement of DSS to enable managers in that sector to take effective decisions.
The proposed study aims at understanding DSS, its application in grocery sector and issues arising out of implementation of DSS in Indian retail grocery sector.
Objectives
The study being exploratory in nature adopted a case study approach to understand practices of organized retailers regarding applications of various DSS tools. An in-depth study would enable to understand current nature of DSS tools being applied to arrive at operational decisions, benefits realized thereof, to understand the problems arising out of using DSS and future outlook. Hence, the objectives of the research study are: 
Methodology
In order to address the aforesaid objectives, we first reviewed available current literature on DSS in organized retail. This would help us in understanding;
1. What is DSS and How DSS has been applied in organized retailing?
2. How DSS is applied in developed world?
3. What varied tools are being employed?
On the basis of the literature review, conceptual understanding about DSS was developed. Demand based management uses statistical models to predict consumer price response using historical information. Many firms are offering software to perform price optimization. The article discusses contribution of academic research to implementation of these systems and raises likely concerns of developers and users. It also raises practical and research challenges for using transaction data for developing pricing DSS for retailers.
Nikitas et. al. (2000) suggest that any DSS for strategic, tactical or operational planning is based on interaction of information systems and decision models and progressive transformation of data into information and knowledge. They have illustrated a DSS for supply chain planning (SCP) decisions. The SCP system has an embedded decision engine that uses a two-stage stochastic program as a paradigm for optimization under uncertainty. The system has been used for decision making in diverse domains, including automotive manufacturing and consumer products.
The role of model-based decision making is gaining increasing acceptance as organizations try to gain a competitive advantage. The progress in information systems development has led to a natural coupling between the data modeling, symbolic modeling and "What-if" analysis phases of a decision support system (DSS). DSS tools help companies automate an enterprise-wide assessment of cause and effect. The software monitors "soft" factors, which indicate whether a certain strategy has been successful, as opposed to operational measures. These tools can help in creating a culture of management based common views and goals.
Leonard Lodish (1982) describes components of marketing strategy development through DSS for retailing. The goal of the DSS system is to improve marketing strategy and marketing resource allocation for a large multi store, multi department retailer. However he warns that effectiveness of the system will depend on willingness on the part of managers to adapt. DSS evolves constantly as its users and developers interface, generate problems, questions and desires.
Little (1989) suggest that DSS must be simple, robust, easy to control, adaptive, as complete as possible and easy to communicate with.
DSS in retailing
Decision support "represents one of the key enabling technologies allowing corporations to unlock useful information hidden away in databases." Decision support queries need to be executed against large databases which often grow into the "hundreds of gigabytes" range. The technology is prohibitively expensive, except for the largest retailers such as
Walmart, it is difficult to implement. Walmart uses a three -terabyte database using a competing parallel processing product from Teradata, a unit of AT&T Global Information All the stores visited are in proximity to each other in a radius of 5 kms. They are catering to same catchment area on western part of the city and three being located in a posh residential area and one on a highway but in a close proximity of residential areas.
• Usage of DSS for operational Decisions for sample respondents : Bar code reader ,vb based programme,special wifi enabled swiping introduced recently , pos software (customized software ) , special survilience tag for avoiding theft from the store Time taken to implement DSS erp package implementation takes two three years ,whereas software catering to specific requirement takes takes 3-6 months systems, barcoding system, main computer system ,Server and Nodes .
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• Benefits of DSS were realized by the sample respondents. It was found that even though they generally agreed on the benefits, they were unable to prioritize and quantify the benefits: Superior coordination, higher profitability, diagnostic help in identifying problem areas, high morale of employees, help for maintaining relationship with stakeholders , streamlining of operations, productivity enhancement , reduction in stock out situations, systematic planning of inventory resources due to accurate forecasting and enhancement of impulse purchase due to application of dss to merchandising and display.
There seemed a general agreement on realization of benefits but no system was in place to measure the benefits at present (or it was not shared).
• Issues of DSS: Following key issues were faced by respondents .Two national chains, which had implemented ERP partially, faced similar type of problems with respect to ERP implementation-system integration problems and need for proper training for the operational staff as well as motivation to adopt change.
System integration problems: A major challenge faced by a local chain retailer was that of implementing ERP. Because of the differences in systems followed by different suppliers and manufacturers, integration between suppliers and manufacturer and the outlet was a major challenge. Also in ERP implementation phase, as few modules were implemented, that also created problems with the existing system of data. Local chain having their own systems-either developed in house or sourced from domestic supplier also faced problems because of the high employee attrition rateresulting in frequent training to new employees.
DSS system ideally should provide counter checks in terms of warning or pop ups so that wrong entry /mistake can be identified instantly.(such a provision exist in ERP as experienced by a sample respondents.)
• Perspectives of suppliers of DSS:
It was found that in the short term, IT needs of the organised retailer would revolve around his ability to service the customers in a better manner by using CRM and OLAP tools, and to reduce costs by using Web-based systems of vendor management and CPFR(collaborative planning and forecasting) tools. It was observed that retailers need to understand how information technology would support the efficient implementation of the revised systems and procedures in terms of computer systems, hardware, software and networking. Retailers also need to understand how the IT systems would be integrated and networked across the country's stores and the head office of the retailer. With the projected growth of organised retailing in India, large to mid-sized retailers will have to upgrade their IT systems and take into consideration the technology trends -some of which are currently nascent, but which will evolve to become important assets for the future.
The Indian experience in implementing Retail ERPs has been difficult due to the lack of trained ERP package implementers in India. Hence, the cost of implementation has gone up, as package experts have to be brought in from abroad. But this is true for all ERP implementation in India, whether in the retail sector or in the manufacturing sector. In the past, manufacturing industries also faced difficulties in implementing ERP packages specifically meant for the industry, but over time, with expertise in the packages and in their implementation building up within India, the success rates of such implementations have increased. Hence, over the next two to three years, Retail ERP expertise will grow and will be able to support the needs of Indian retailers, who in that timeframe would have progressed up the learning curve on the benefits of information technology. 
Conclusion
Decision Support System plays a vital role for organized retailers. There is a tremendous change in the type of DSS in retail outlet, as growth in technology results in more sophisticated DSS tools. Our study shows that even the local to national level retail outlet
give at most importance to high end DSS tools, and if ROI is high companies are willing to invest heavily on support tools. Study also shows that reluctance to change and not aware about how to use specific technology also acts as stumbling block in implementation of DSS .ERP implementation is also helping companies to enhance there productivity . There is an avenue for conducting research for the study of high end DSS tools and impact assessment of usage of DSS on retail operations. Q.7What problems did you face in implementing DSS-?
• System integration problems(please elaborate)
• Manpower problems • Helps create and sustain better and profitable relationships with customers.
• improving services and profits.
• Any other, please specify:
